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THE SECRET OF HUMAN RELATIONS
By JUDD PERKINS, Director of Public Relations, 
General Telephone Company of Michigan
The subject, the Secret of Human Rela­
tions, is not going to be kept secret very 
long. In my opinion, the true key to effec­
tive human relations is effective communi­
cation. Further, this truism has universal 
importance. Wherever human beings are 
in contact with other human beings, the 
basic factor which governs their behavior 
is some form of communication. Interna­
nationally, at no time in the history of 
mankind has man’s very survival depended 
quite so much on his ability to make him­
self understood through communication. 
In our everyday lives, we also must rely 
on communication to establish good human 
relations with others.
At the outset we must agree on and un­
derstand our terms. For our purposes good 
human relations is to be considered the 
ability to work in harmony with all types 
of personalities. Communication is to be 
considered in the broad sense as any act 
which causes an exchange of meaning to 
take place between people. The General 
Telephone Company is constantly con­
cerned with the technical aspects of voice 
transmission, however, we are well aware 
that communication goes far beyound the 
electrical feat of conducting vocal sounds 
from a speaker to a listener over telephone 
lines. The subtle nuances of human rela­
tions is also part of our daily business.
With these working definitions estab­
lished, we are ready now to examine more 
closely the communicative process by 
means of which we relate ourselves to 
others. Assuming that we are capable of 
creating thoughts within our minds, we 
must have methods of getting these 
thoughts outside of the mind and into the 
thinking of someone else. Without this 
ability, we would remain forever isolated 
within our individual world of reflection. 
Imagine how drab it would be not to be 
able to give our thoughts to others. So 
far, only the need to express our thoughts 
has been mentioned. To complete the 
process we must have means whereby we 
receive into our thoughts the expressed 
ideas of others. The communicative proc­
ess then by its very nature is a two-way 
street which requires channels for an ex­
pressive out-bound and receptive inbound 
flow of ideas. These ideas of necessity are 
described by words. In the realm of com­
munication words are the coin with which 
we buy and sell thoughts.
Two skills of expression are required 
in human communication. We have the 
choice of either speaking words or writing 
them to describe our mental pictures. The 
situation will determine which method is 
most suitable. To explore and understand 
the worlds of other individuals we need 
also two skills of reception, and these are 
reading and listening. These basic facts 
are so obvious as not to require further 
comment, however, one most important 
fact too frequently is forgotten. Simply 
possessing the ability to speak, write, read 
and listen is not enough. To a certain 
extent these are, in normal individuals, 
mechanical skills. The critical point is 
that to the degree to which we are effective 
in these communicative skills, to that same 
degree are we also effective in our human 
relations. How else do we arrive at “rela­
tedness” or understanding of others? 
There is no other method.
Space does not permit a thorough con­
sideration of any one of these complex skills. 
At best a few remarks can be made about 
the one skill which has, until recent years, 
been completely neglected. Only now are 
we beginning to have some understanding 
of the critical skill of listening. Note that 
listening and hearing are two distinctly 
different functions. Hearing is the mech­
anical perception of sound, any kind of 
sound. One’s hearing can be measured in 
terms of frequency and decibels by an au­
diometer. If hearing is impaired, medi­
cation, surgery or mechanical aids can 
generally restore, in part least, the func­
tion.
Listening we must consider a skill which 
each individual must learn, one which can 
be achieved only through conscious and 
intense training. Listening is a psycho­
logical response whereby meaning is at­
tached to spoken words. Here the reader 
must realize that we are dealing with a 
basic learning process, for by means of 
listening we acquire that vast fund of 
information which cannot be obtained by 
reading. A “good listener” in our terms 
then, is one who has developed the ability 
to tune his receptive mind to the frequency 
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of the speaker with infinite precision. Not 
only must the speaker and listener be in 
resonance with one another, but also that 
relationship must continue long enough 
for the thoughts to get through. The lis­
tener cannot drift away mentally to some 
other thought pattern. If this “tuning out” 
takes place, the communicative process 
has been interrupted. The speaker may 
continue to push words toward the lis­
tener, but to no avail. Inattention can 
literally jam the reception of ideas.
These are not speculative remarks but 
are squarely founded on a bedrock of re­
search and test results. Listening com­
prehension can and is being measured con­
stantly on several University campuses. 
Also, listening as a skill of learning is 
now taught successfully to all age groups. 
Data from standardized tests reveals that 
the average untrained listener is only 26% 
effective. Based on one dollar spent in 
the listening situation, he gets only a quar­
ter’s worth of learning. What are the 
reasons for poor listening habits? Ad­
mittedly, a volume of many pages could 
be written in answer to that question. For 
our purposes we will identify only a few 
of the most potent reasons.
Inability to concentrate or inattention 
has already been mentioned. Emotional 
barriers often cause a serious breakdown 
in communication. How frequently the 
trained observer sees a listener pull down 
an emotional curtain between himself and 
the speaker. Often this emotional block 
arises from emotional garbage stored in 
the subconscious from many yesterdays 
being dragged into today. This is a sure 
short-circuit to communication. Personal 
dislike of the speaker will cause a blockage 
that cannot be surmounted, for who can 
listen and learn if the mind is filled with 
judgments and criticism. Rejection of the 
speaker or his ideas creates a wide and 
deep gap between the speaker and the 
listener.
Briefly, then, permit me to summarize. 
Our ability to get along with one another 
is essentially a test of our communicative 
skills. Not so much what we say, but how 
we say it is the important factor. To achieve 
good human relations, it is first necessary 
to learn to suppress one’s own thoughts 
effectively and receive the deep meanings 
from others which their words can carry. 
The challenge is yours.
(Continued from page 13) 
a considerable saving of time on the part of 
the auditor.
Here’s a particular phase of the program 
that is quite frequently forgotten. Always 
in the unqualified or qualified report and 
generally in other reports, the public ac­
countant will need to examine and make 
many notes from the minute book of his 
corporate clients. The declaration of divi­
dends will be noted, and from this a check 
will be made of the subsequent payment. 
The election of officers and directors, along 
with the approved amounts of compensa­
tion, must also be recorded in the work 
papers of the public accountant, if only for 
the purpose of filling out the various govern­
mental forms that are required to be filed. 
Many times the minutes of the meetings 
of the board of directors will disclose con­
tingent assets or liabilities of the corpora­
tion that should be mentioned in footnotes to 
its financial statements. The directors often 
will pass on some resolution that will have 
a direct bearing on auditing procedures. 
I have in mind one instance where the direc­
tors passed a very rigid rule as to the dollar 
amount that could be added to the fixed 
asset accounts without approval. In this 
case any addition to these accounts of $500 
or more had to be first okayed by a finance 
committee and subsequently approved by 
the board of directors. At each finance 
committee meeting and at the following 
directors meeting, each job order was either 
approved or disapproved; and the action 
was recorded in the minute book. Following 
normal auditing procedures it was necessary 
to check all such appropriations from the 
fixed asset analyses to the approval of both 
the finance committee and the board of 
directors. Think of how much audit time 
could be saved if the public accountant were 
to be given a complete signed copy of these 
minutes. Instead of a time consuming oper­
ation of transcribing the important and 
related information on to his own work 
paper, he could merely underline or by any 
other method set forth the information hav­
ing a bearing on the final audit report.
These are just a few of the things that 
can be done with this program in preparing 
for the auditor. I am forced to agree with 
what you must now be thinking; here’s a 
program that seems to be designed with the 
sole purpose of adding to the work of the 
private accountant. However, I do think 
that the program is worthwhile and that 
it does have possibilities for your company 
or your client.
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